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 .............. My email wanted only to anticipate a problem that I think could arise 
at any time. I imagine that it is not easy to propose on the Market a technology 
that is new and so promising. Much easier would be if we were a big 
multinational Company but we are not. At the same time, if we can convince 
the Market about the value of our solutions we suddenly could find in our 
hands a huge opportunity. Things can happen. Just look at this story. 

 Only four years ago a small start-up (ANOVA) was funded in USA. This 
start-up designed and patented an innovative connected device for sous-vide 
cooking that enables restaurant-quality results in the home. What can 
happens in three years? 

  In three years happened that this start-up has been purchased by Electrolux 
for 250 millions USD (115 soon+135 later). 

 And, please, consider that Electrolux is very skeptical towards start-
ups!!!! What is my message. My message is that thing can happen. In my 
opinion XXXXX technology has much more value than ANOVA if we look at 
the things it can do. It is just a matter of the way you present ideas, concepts, 
plans.................... 
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Disruptive Business models! 

Why we are here! 



Change the Paradigm change the future 

 Everybody will get back to start line! 

 

 Paradigm will show were to invest for success 

 

 Network Economy 
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Paradigm shift: DNA of new Business Models 
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Olny Srmat poelpe can raed tihs! 
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IBM/DEC Mainframes 
Client/Server Systems 

1970 1990 2000 

 On-Demand  Web-based 

Applications 

Cloud based 

Applications 

? 

Now 

Change of our Technological life! 

introduction 
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What is Business!!! 

 

 

                             What is Plan!!! 
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If one does not know to which port 

one is sailing, no wind is favorable. 
Lucius Annaeus Seneca 

introduction 

http://www.brainyquote.com/quotes/authors/l/lucius_annaeus_seneca.html
http://www.brainyquote.com/quotes/authors/l/lucius_annaeus_seneca.html
http://www.brainyquote.com/quotes/authors/l/lucius_annaeus_seneca.html
http://www.brainyquote.com/quotes/authors/l/lucius_annaeus_seneca.html
http://www.brainyquote.com/quotes/authors/l/lucius_annaeus_seneca.html


introduction 

What is/was McDonalds’ Business / Business Plan? 



Business: 

 

introduction 

An Organization or economic System where Goods and 

services are exchanged for one another or for money. 

Every business requires some form of investment and enough 

customers to whom its output can be sold on a consistent 

basis in order to make a profit. 

Businesses can be privately owned, not-for-profit or state-

owned. 

 
 

 

From Business Dictionary! 



“Everybody has a plan until they get punched in the face.” – 

Mike Tyson 

introduction 

Plan? 



Plan vs. Decision  

I plan to go back 
to school in 
September 

I have decided 
to go to go back 

to school in 
September 

introduction 



Types of Decisions 

Level of decision making - Scope 

Structured Unstructured 

        Strategic 

 

         Managerial 

 

Operational 

introduction 



Characteristics Operational Managerial Strategic 

Accuracy High Low 

Level of detail Detailed Aggregate 

Time horizon Present Future 

Use Frequent Infrequent 

Source Internal External 

Scope Narrow Wide 

Nature Quantitative Qualitative 

Information Characteristics 

introduction 



Random Acts of Improvement Aligned Acts of Improvement 

introduction 



A detailed plan setting out the objectives of a business, the 

strategy and tactics planned to achieve them, and the expected 

profits, usually over a period of three to ten years. 

 

World English Dictionary 

 

A business plan is a detailed plan for setting up or developing a 

business, especially one that is written in order to borrow money. 

 

 

Collins 
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Business plan? 



 A formal document outlining the foundations, strategies, goals and 

tactics of a business or organization and can take many forms, from 

a glossy, professionally produced document to a handwritten 

manuscript  

 

 Used to demonstrate why these plans and goals are attainable both 

financially and strategically 

 

 The preferred mode of communication between entrepreneurs and 

potential investors. 

 

 Split up into several sections 
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More… 

Definition  



 To plan for an uncertain future 

 

 To help grow your business 

 

 To commit to a particular course of action 

 

To manage cash flow 

 

 To value a business 

 

 To ensure all bases are covered 

Why Business Plan (Planning for business) is 

Important: 

Objectives 



The plan needs to ‘sell’ the business 

          & 

                may need to be tailored to the target audience.  

 

 

Sometimes the plan is aimed at people outside your business.  

 

For example when you are: 

 

 Raising bank or equity finance. 

 Disposing of a business. 

 Attracting new senior management. 

 Attracting business partners, such as distributors and agents. 

 

               

Objectives 



Types of Business Plan 

• What we may think of as more of a comprehensive traditional business plan, a 
start-up plan covers all topics relevant to new venture creation, such as company 
information, markets, forecasts, strategy, management team and financial 
analysis. 

Start-up plan 

•  This type of plan would be used internally and not for outside parties. It would 
not necessarily need the management team breakdown and detailed company 
analysis, but cover where the company intends to go. 

Internal plan 

•  Used mostly as an internal plan, it may include specific benchmarks, such as 
milestones, dates, deadlines and responsibilities of managers and/or teams.  

Operations plan 

•  Another internal type of plan, a strategic plan focuses on high-level 
opportunities and setting priorities for the organization, rather than on specific 
dates/responsibilities of the team. 

Strategic plan 

•  This type of plan may focus on a specific area of business or a subset of the 
business; new investments or loan applications may require a detailed growth 
plan as part of the process, while you may want to use a growth plan internally; 
this plan should include comprehensive forecasts of sales and expenses for the 
new venture/product/etc.  

Growth/expansion 
plan 

• Considering a new start-up, a feasibility plan is used to evaluate the idea and 
whether it’s worth pursuing; it should include a summary, mission statement, 
elements of success, market analysis overview and an analysis of costs, 
pricing, and probable expenses. 

Feasibility plan 
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Plan4Plan 

             

                   
Plan4 
Understanding 

 

Plan 4 Strategic 
Perspective 

Plan for 
communication 

introduction 

60s 90s 2010s 



Business Plan 

Business 
plan 

Timeline 

Executive 
Summary 

Mission 
Statement 

Company 
Background 

……… 

Product/ 
Service 

Description 

Marketing 
Plan 

Competitor 
Analysis 

SWOT 

Operations 

Financial 
Planning 



Museum of Failure  



Customer 
Relationships 

Value  
Propositions 

Channels 
 

Customer 
Segments 

Key resources 

Key activities 
 

Cost structure 

Revenue  
streams 

Key  
partnerships 

Business Model CAnvAs 
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Components of business model 

DOI:10.7441/joc.2014.04.02 

Business Model CAnvAs 
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Business Model CAnvAs 
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Business Plan vs Business Model Canvas 



Light  

Flexible 

Simple  

Visualise 

Dynamic 

........ 

VS 

Business Model CAnvAs 



Value Proposition 

Canvas 



Mach  

making! 

Canvas 



What things are your customers trying to get done in 

their work or in their life?  

Value  Proposition 



What annoys your customers or prevents them from 

getting their jobs done?  

Value  Proposition 



What the outcomes or benefits that your customers want?  

(e.g. social gains, positive emotions, cost savings) 

Value  Proposition 48 
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Customer Segments 
 Value Proposition 

Decide 

Pay Use 

Canvas 



Customer Segments 
Value Proposition 

Channels 

Canvas 



Customer Segments 
Value Proposition 

Channels 

Canvas 



Customer Segments 
Value Proposition 

 Customer Relationships 
 
 
 
 
 
 
 
 
 

 

 

Channels 

Canvas 



Customer Segments Value Proposition 

 
Customer Relationships 

Channels 
Revenue Streams 

Canvas 58 



Customer Segments Value Proposition 

Channels 
Key Resources 

Revenue Streams 

Physical 

Intellectual (brand, 

patents, data) 

Human 

Financial 
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Customer Segments Value Proposition 

Channels 

Key Activities 

Key Resources 

Revenue Streams 

Canvas 



 Customer Segments 
 
 
Customer Relationships 

Channels 

Revenue Streams 

 Value Proposition 
 
 
 
Key Activities 

Key Partnerships 
Key Resources 

Canvas 



 Customer Segments 
 
 
Customer Relationships 

Channels 

Revenue Streams 
Key Resources 

 Value Proposition 
 
 
 
Key Activities 

Key Partnerships 

Cost Structure 

Canvas 



  

Canvas 



Canvas 



Canvas 
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C$ R$ 

 KP 
 
 
 
 
 
 
    Customers who 

   build new LEGO 

  designs and post 

      them online 

     become key 

partners generating 
 content and value 

       KA 
          LEGO has to 

           provide and 

           manage the 

      platform/ logistics 

            that allow 

  packaging/ delivery 

     of customer made 

             sets 
 

       KR 
    LEGO has not yet 

        fully adapted its 

         resources and 

 activities, which are 

   optimised primarily 

for the mass market 

      VP 
 
 
 
       LEGO Factory 

        substantially 

  expands the scope 

   of the off-the-shelf 

kit offering by giving 

LEGO fans the tools 
 to build, showcase, 

    and sell their own 

     custom designed 

         kits 

  CR 
        LEGO Factory 

    builds a Long Tail 

 community around 

customers who are 
     truly interested in 

   niche content and 

 want to go beyond 

       off-the-shelf kits 
 

  CH 
 
      LEGO Factory’s 

existence depends 

heavily on the Web 
         channel 

   CS 
 
  Thousands of new, 

 customer designed 

          kits perfectly 

complement LEGO’s 
       standard sets of 

         blocks. LEGO 

     Factory connects 

        customers  who 

   create customised 

    designs with other 

       customers, thus 

           becoming a 

      customer match- 

making platform and 
       increasing sales 

 The Factory leverages production 

and logistics costs already incurred 
  by its traditional retail mode 

   LEGO Factory aims to generate 

small revenues from a large number 
 of customer designed items. This 

  represents a valuable addition to 

    traditional high-volume retail 

revenues. 

Case IV 
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Basic Business Model forms 

Wrap up 



Bear in Mind! 

Think beyond 

data  
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! 

Wrap Up 



Wrap up 



Project 2 Do! 

Do your own business plan based on your 

PhD research plan and present it in our next 

class 

 

Try to find how you can make a business 

using your thesis! 

 

Deadline: 15 of March 



74 TIPS 



Thanks for your attention! 

The End! 

Any question: 

j.jassbi@uninova.pt 


